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Encouraging News from 
Montana’s Wood Products
Industry
A surge in nationwide construction 
has assisted Montana’s hard-hit wood 
products industry in making a strong 
comeback.
The Bureau of Business and 
Economic Research reports that wages 
and employment for first quarter 1983 
are dramatically up from a year ago. In 
addition, almost all types of plants 
operated at increased levels, with 
statewide lumber production up nearly 
70 percent.
Information on the state’s wood 
products industry is gathered quarterly 
by the Bureau in cooperation with the 
Montana Wood Products Association.
First quarter wages paid to produc 
tion workers totaled nearly $24 million. 
That amounts to a 45 percent increase 
over a year ago, when only $16 million 
was paid out to employees.
Production employment also in 
creased substantially over the past 12 
months. An average of 4,100 employees 
worked each month during first quarter 
1983. That compares to an average of 
3,300 production workers on the job 
each month during first quarter 1982. In 
addition, the proportion of workers on 
curtailed shifts decreased significantly
from a year ago.
Bureau researchers point out that 
even with the improved situation, 
employment in the industry was still 
below the level expected in a normal 
year.
A “normal” year for the industry is 
defined as one in which there are
between 1.5 and 1.6 million housing 
starts nationwide. That would mean 
4,800 full-time production workers at 
work each month during a normal year.
These figures refer only to production 
workers at mill sites and do not include 
the several thousand workers in logging, 
trucking, and other related areas.
The Montana Wood Products Industry 
First Quarter 1983
January February March
Number of mills operating 
at normal level
1982 5 5 5
1983 26 29 31
Total production workers
1982 3,542 3,149 3,247
1983 3,884 4,174 4,304
Total production wages
1982 $5,635,-000 $5,077,000 $5,646,000
1983 7,462,000 7,468,000 8,791,000
Source: University of Montana, Bureau of Business and Economic Research, Forest 
Industries Information System (Missoula, Montana, 1983).
Notes: The mills included in the survey account for approximately 90 percent of the total 
production of the wood products industry in the state. The number of mills surveyed increased 
from 34 in 1982 to 35 in 1983. First quarter 1982 figures are revised.
Current statistics on the state’s wood products industry are gathered quarterly by the Bureau of Business and 
Economic Research, in cooperation with the Montana Wood Products Association. If you wish to have your name 
added to the mailing list of people who receive a copy of the quarterly release, simply send your name and address to 
BBER. This service is provided free of charge.
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Econom ic forecasting is a useful tool for 
both economists and laymen. We often 
hear about national economic forecasts in 
the news media.
Economic forecasts use current and 
past economic information to anticipate 
the future. Many business leaders and 
government officials use economic 
forecasts as they make decisions that both 
anticipate and affect the future.
Of course, economic forecasts may turn 
out to be wrong. The assumptions on 
which they are based may change; for 
example, interest rates may decline faster 
than anticipated, or a major business 
closure may significantly affect a local 
area. But economic forecasts represent our 
best guess as to future trends, given the 
information that is currently available.
At the national level, forecasts of such 
important business indicators as gross 
national product, personal income, or 
industrial activity are readily available 
from many sources. Some forecasting 
firms also produce state data, but the state 
forecasts generally are all produced by the 
same method, which may or may not be 
appropriate for an individual state. The
approach that works well in Maryland 
may not suit Montana.
This article reports on an attempt to 
develop a basis for short-term forecasting 
of changes in personal income in Mon 
tana.1 The underlying assumption is that 
short-term changes in personal income in 
Montana are strongly tied to changes in 
the national economy. This approach 
may not be valid for long-range 
forecasting (for five or ten years in the 
future). Long-range trends in a local 
economy may be relatively more influenc 
ed by the characteristics of that economy 
— orientation toward natural resources, 
distance from major cities, etc. — than by 
national economic changes. This study 
did find, however, that national economic 
trends do provide a basis for forecasting
•This article is based on the complete report, 
William S. Peters, Forecasting Personal 
Income in Montana (Missoula, Montana: 
University of Montana, Bureau of Business 
and Economic Research, 1983). The full 
report includes much more detailed informa 
tion regarding the statistical methods used. 




Personal Income, Montana, 1979 
(In Millions of Dollars)
Percentage o f 
Total
Farm HO 1 .9
Nonfarm **,211 71 .2
P r iv a te  3 ,289  55 .6
A g r ic u l tu r a l  s e r v ic e s  18 0 .3
M ining 200 3 .4
C o n stru c tio n  356 0 .0
M anufactu ring  **89 9 .3
T ra n s p o r ta tio n  and
p u b lic  u t i l i t i e s  **89 9 .3
W holesale tra d e  289 4-9
R e ta il tr a d e  533 9 .0
F in an ce , in s u ra n c e ,
and re a l  e s t a t e  208 3 .5
S e rv ic e s  705 11 .9
Government 922 1 5 .6
F edera l c i v i l i a n  2*»1 4 .1
F ederal m i l i t a r y  76 1-3
S ta te  and lo c a l 605 1 0 .2
T otal la b o r  and p r o p r i e t o r s '
income **,321 73 .0
P ro p er ty  income and
t r a n s f e r  payments 1 ,596 2 7 .0
T otal p e rso n a l income 5 ,917  1 00 .0
Source: U .S. Departm ent o f Commerce, Bureau o f  Economic A n a ly s is .
Note: T o ta ls  may n o t add due to  rounding .
Table 3
Semi-annual Changes in Personal Income 
by Sector 
Montana, 1969 - 1981 
(In Millions of Dollars, Annual Rates) Average 
Average Average Percentage
Change Level Change
Primary In d u s trie s  3**-56 711-85 4.8
Government 27-28 6**0.38 4.3
Farm **.16 3H-**2 1.3
Service in d u s trie s  81-32 1,517-08 5.4
Property income and
tra n s fe r  payments 78.32 1,120.96 7. 0
Total 225.6** **,301-73 5.3
Source: U.S. Department of Commerce, Bureau of Economic A nalysis.
Notes: Primary in d u s tr ie s  include mining, m anufacturing, and
co n stru c tio n . The serv ice  sec to r includes tra n s p o rta tio n , pub lic  
u t i l i t i e s ,  w holesale and r e t a i l  tra d e , fin an ce , insurance, and 
re a l e s ta te ,  in ad d itio n  to  the  usual se rv ice  in d u s tr ie s .
Changes ca lcu la ted  using f i r s t  and th ird  q u a rte r d a ta .
T otals may not add due to  rounding.
Table 2
Relative Importance of Personal Income 
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short-term changes (less than two years) 
in personal income in Montana.
This relationship is particularly useful 
because it allows us to make projections j 
for Montana on the basis of national 
trends. For example, economic 
forecasting firms prepare alternative 
projections for personal income in the 
United States using a variety of scenarios> 
— i.e., falling oil prices, decreased 
inflation, etc. The various national 
projections can be translated into es 
timates for Montana, and we can then 
evaluate the implications of each scenario 
for our state’s economy.
Description of data
The Bureau of Economic Analysis (BEA)? 
of the U.S. Department of Commerce2 
provides estimates of personal income in 
each state, including Montana. The 
major components of personal income inj 
Montana in 1979 are shown in table 1.
Labor income consists of wages and 
salaries, certain fringe benefits, and 
proprietors’ income, and is reported by | 
place of work. It accounted for 73 percent] 
of total personal income in Montana in ; 
1979. The remaining 27 percent of 
personal income consists of property 
income (dividends, interest, and rent) and 
transfer payments. Social Security and 
government retirement payments, health ' 
insurance, and income maintenance 
programs account for the major share of !
^The methodology employed by the Bureau of \ 
Economic Analysis is contained in Local Area 
Personal Income, 1974-79 Vol. 1,
(Washington, D.C.: U.S. Department of 
Commerce, Bureau of Economic Analysis, 
June 1981).
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ansfer payments, which are defined as 
icome for which no current services are 
•ndered.
Labor income is divided into farm and 
□nfarm segments. In 1979, a poor year 
>r agriculture, farm income in Montana 
naled about 2 percent of all personal 
icome. Nonfarm income is divided into 
rivate nonfarm income and governmen- 
1 income. Private nonfarm income is 
itegorized by broad industry groups, 
ich as mining, retail trade, etc., while 
<ie,governmental sector consists of 
deral civilian, federal military, and state 
jnd local components.
Figure 1 shows personal income in 
lontana for the first and third quarters 
| l  each year from 1969 through 1981. 
he data are in current dollars — that is, 
iey are not adjusted for inflation — and 
jre expressed in annual rates. There is a 
general upward trend in the data, 
recessions appear as pauses or slow 
downs in the growth pattern. For exam- 
ile, the National Bureau of Economic
Research has classified as a recession the 
period starting with the fourth quarter of 
1973 and ending in the first quarter of 
1975. As shown in figure 1, personal 
income in Montana (as in the nation) 
remained relatively stable during this 
period.
An initial analysis of the data revealed 
that changes in personal income provide 
the best statistical results. Changes in 
personal income, calculated from the data 
shown in figure 1, are presented in figure 
2. In this form, the 1973-75 recession is 
reflected by smaller semi-annual changes 
during those years.
Personal income will be divided into 
five components. In an earlier study of 
business cycles in Montana, Paul E. 
Polzin combined mining, construction, 
and manufacturing into one category, 
reasoning that all of these basic industries 
are cyclical. In this study we will also use 
this combination of industries, and will 
label it the “primary” sector. (Primary or 
basic industries in general produce goods
and services for sale outside the state or 
are influenced by decisions made outside 
the state.)3
Another component is the service 
sector. This combines transportation, 
public utilities, wholesale and retail 
trade, and finance, insurance, and real 
estate, along with other services, in 
cluding agricultural services. The other 
three components are the farm, govern 
ment, and property income and transfer 
payments sectors. Table 2 shows the 
relative inportance of these sectors during 
1979.
Table 3 summarizes the semi-annual 
changes (using first and third quarter 
data) in each income sector from 1969 to 
1981. The first column of numbers 
represents average change from one 
period to another for each 
income sector. Column two lists the
’Paul E. Polzin, "Do Montana’s Ups and 
Downs Reflect National Cycles?” Montana 
Business Quarterly 15 (Winter 1977): 34-42.
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Table 4
Personal Income, by Sector, United States 
and Forecast Error During the Previous Period 
(Billions oC Dollars, Annual Rates)
Sector
U.S. Personai^i.ncome 
1982 1 1982 III
Change 




Primary in d u s trie s 586.1 583.1 -3-0 10.6
Government 298-5 306.2 7-7 -62.6
Farm 29.0 28.8 0 .2 13*9
Services 876.1 906.5 32.6 NA
Property income and 
tra n s fe r  payments 710.9 760.3 69.6 NA
Total $2698.6 $2586.9 86.3 NA
Source: U.S. Department of Commerce, Bureau of Economic A nalysis.
Note: NA denotes not a p p lic ab le .
Table 5
Personal Income, by Sector 
Actual 1981 I and Forecast 1982 III 
Montana 
(Millions of Dollars, Annual Rates)
. . ., ., . .
., . . . . .  
Table 6
Standard Errors of the Forecasted Changes 
in Personal Income, by Sector 
Montana 
(Millions of Dollars)
average level of income by sector over til 
twelve-year period. And the final colum; 
presents average change as a percent of ’ 
the average level.
On the average, the semi-annual 
change in total personal income was 
about 5.3 percent of total personal 
income during the 1969 to 1981 period. I 
There was, however, considerable varia 
tion among the income sectors, from 7.01 
percent in property income and transfer! 
payments to 1.3 percent in agriculture. i
The forecasting model
The forecasting model for predicting 
changes in Montana was based on a 
statistical analysis of the United States- ■ 
Montana relationship for each income 
sector. The form of the United States- 
Montana relationship was not identical 
for all sectors. Correlation and regression 
procedures were used to identify the 
model appropriate for each sector.
These models are summarized as 
follows:
Primary industries
M =7.45 + 1.73X + .564E 
Government
Using the equations
We can now use the equations to 
illustrate the forecasting process. As this 
is written, the U.S. Department of 
Commerce has released estimates of U.S. 
personal income for the third quarter of 
1982, but the corresponding figures for 
Montana are not yet available. Therefore, 
we would like to forecast personal income
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| or each sector in Montana, using the just 
' eleased national figures.
The input data needed to forecast 
jersonal income in each Montana income 
[sector during the third quarter of 1982 are 
^resented in table 4. Specifically, the level 
md change in income in each U.S. 
ncome sector and the forecast error 
luring the previous period are shown.
Inserting the values from table 4 into 
he forecasting equations leads to the 
orecasted changes for each Montana 
ncome sector shown in the first column 
jf table 5. The second column presents 
he level of personal income in each 
Vlontana sector during the first quarter of 
1982. The forecast value for each sector is 
shown in the third column; it is equal to 
the sum of the first two columns.
Evaluating the forecasts
(We will have to wait until the figures are 
[released by the U.S. Department of 
Commerce to evaluate our forecasts for 
• he third quarter of 1982. The procedure 
jused to derive the forecasting equations 
[also provides a method for estimating the 
probable errors. Table 6 presents the
standard error for each income sector.
The first column (66 percent confidence 
level) may be interpreted as saying that 
two out of three limes the forecast for the 
change in personal income in each sector 
will lie within the specified range. For 
example, looking at total personal in 
come the forecasting error will be less 
than £$87 million in two out of three 
cases. Similarly, the forecasting error will 
be less than ±$171 million in 19 out of 20 
cases.
Specifically, turning to the forecasted 
change of $281.5 million for total per 
sonal income from 1982 I to 1982 III, 
reported in table 5, the margin of error is 
$194.5 million to $368.5 million ($281.5 
million ±$87 million) at the 66 percent 
confidence level and $110.5 million to 
$452.5 million ($281.5 million ±$171 
million) at the 95 percent confidence 
level. These errors may seem large at first 
glance. But when compared to the level of 
income they are modest. For example, the 
standard error of ±$171 million for total 
personal income at the 95 percent con 
fidence level represents only 2.2 percent of 
the $7,920 million figure during the first 
quarter of 1982. D
Figure 2
Personal Income Changes, Montana 
First and Third Quarters, 1969-1981 
(In Millions of Dollars, Annual Rates)
Source: U.S. Department of Commerce, Bureau of Economic Analysis.
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Wood for Fiber Products and Fuel
> ' -v/
A Diminishing Supply r
CHARLES E. KEEGAN III 
AND
MARY L. LENIHAN
Charles E. Keegan III is Research Associate, 
Bureau of Business and Economic Research, 
University of Montana, and is Director of the 
Bureau’s forest products industry research.
Mary L. Lenihan is Bureau Editor, Bureau of 
Business and Economic Research, University 
of Montana, and is Associate Director of the 
Bureau’s Montana Poll.
T h e  wood products industry is the 
backbone of western Montana’s economy. 
It provides jobs for thousands of Mon 
tanans. It is the only sizable basic 
industry in some counties west of the 
Divide. And despite the industry’s 
depressed condition during the recent 
recession, it will continue to provide a 
very large part of western Montana’s 
economic base.
Over the past few years, both the 
industry and the general public have 
increased their use of wood fiber. This 
increased use has greatly increased the 
demand for dead and waste timber.
Until very recently the forest products 
industry’s needs have been supplied 
almost entirely by harvesting sawtimber, 
timber suitable for high value products 
such as lumber and plywood. Residue 
from their manufacture (mill residue) was 
used for wood fiber products and fuel. In 
the immediate future the industry will 
use increasingly substantial volumes of 
lower quality dead and waste timber — 
usually referred to as forest residue — for 
wood fiber products such as pulp and 
paper, and for industrial fuel.
At the same time, the general public is 
using more dead and waste timber as a 
source of fuelwood. Energy costs have 
escalated rapidly in recent years. Many 
people are returning to wood for home 
heating, a fuel source that had been more
or less abandoned by the early 1960s.
These shifts are leading to a potential I 
conflict among users of dead and waste 
timber from Montana’s forests. Ten years, 
ago there was virtually no competition 
between home fuelwood and industrial 
users. Now Montana residents and in 
dustrial firms that rely on wood for heat, 
steam generation, and the manufacture oi! 
wood fiber products may find their 
supply dwindling and prices increasing. ]
The Bureau of Business and Economic, 
Research at the University of Montana 
recently assessed both the industrial and j 
home firewood user demand for wood 
fiber in Montana. Measured against the 
available supply of dead and waste wood, 
it is clear that there may be a shortage 
that could affect both types of users.
Industrial demand for wood 
fiber
The wood products industry in western* 
Montana changed considerably over the; 
past ten years. New fiberboard andj 
particleboard plants were built, and ai 
pulp and paper mill greatly expanded its 
production capacity. In addition, in 
creasing energy costs forced most major 
primary wood products manufacturers to 
shift to wood fiber as a fuel source. All- 
these developments greatly increased 
industrial demand for wood fiber.
8
"Montana residents and industrial firms that rely on wood for 
heat, steam generation, and the manufacture of wood fiber 
.products may find their supply dwindling and prices increasing.”
| Until now, the preferred and virtually 
I the only source of wood fiber for these 
• users has been residue from lumber and 
plywood production. This manufac 
turing or mill residue will continue to 
provide the major source for industrial 
wood fiber users, both for fiber products 
and fuel. However, very recent increases 
have caused the projected demand for 
i mill residue to exceed the anticipated 
[ supply substantially.
This mill residue shortfall, if it is to be 
satisfied, will have to come from in 
creased harvesting of forest residue. 
Conflict may occur as both industrial and 
. home users attempt to harvest the most 
i readily accessible components, 
i To assess the potential shortage, we 
have projected industrial demand for 
wood fiber and considered the probable 
[demand for home use. First we examined 
; the estimated wood fiber demand for uses 
other than plywood and lumber produc- 
j tion. Then we looked at the portion that 
: will have to come from forest residue.1
We used three major sources. One is an 
industrywide census sponsored jointly by 
the Bureau of Business and Economic 
Research and the Forest Service. That 
I survey asked each forest products 
manufacturer to note its annual use of 
wood fiber residue from sawmills and 
plywood plants. Another source is the 
cooperative research work in forest 
residue utilization conducted jointly by 
the Bureau and the Forest Service.2 
Discussions with industry and Forest 
Service personnel comprise the third 
source.
These projections cover the years 1983 
through 1990. All wood fiber volumes 
have been translated into cords. A cord is 
a stack of logs 4 feet by 4 feet by 8 feet, 
which is equivalent to approximately
'Industrial demand is based on projected plant 
capacity. Price was not considered in this 
analysis.
Both of these projects were completed under 
the sponsorship of the Forest Service Inter 
mountain Forest and Range Experiment 
Station in Ogden, Utah. The cooperative 
research work on forest residue utilization was 
handled through the Intermountain Station’s 
Forestry Sciences Lab in Missoula. The 
cooperative research on mill residue was 
handled through the Forest Survey Unit of the 
Intermountain Station.
2,150 pounds of wood fiber (oven dry 
weight).
Using these sources, we estimate the 
annual industrial wood fiber needs for 
the manufacture of pulp, paper, par 
ticleboard, fiberboard, and industrial fuel 
in Montana will be just under 2.4 million 
cords for the remainder of the 1980s.
Based on projected lumber and plywood 
production levels, approximately 2.1 
million cords will be available in the 
form of mill residue.3 This means that 
300 thousand cords will have to be 
supplied by other sources.
Home fuelwood demand
Projecting demand for home fuelwood is 
more difficult because of the very large 
numbers of small users. The U.S. Depart 
ment of Energy estimated that in 1981 
Montanans used 380 thousand cords of 
home fuelwood. These estimates are 
similar to some the Bureau made earlier, 
based on user surveys and data from the 
1980 Census of Population. We feel they 
are reasonably good estimates.4
Among those people we contacted there 
were mixed opinions concerning future 
home fuelwood use. We feel such use is 
peaking now due to the increasing 
competition for wood fiber. We will use 
the 1981 figure of 380 thousand cords as 
the annual demand for the years 1983 
through 1990. Adding this to the 300 
thousand cords for industrial use that 
will not be supplied by mill residue, we 
have a total annual demand for 680 
thousand cords of dead and waste timber.
To provide some perspective, let us 
compare this projected demand to Mon 
tana’s commercial sawtimber harvest for 
the ten-year period 1972-1981. The
sThe demand and supply figures are based on
estimates presented in Charles E. Keegan III
and Randle V. White, “Forest and Mill 
Residue in Montana and the Potential for 
Major Manufacturing Plants,” Montana 
Business Quarterly 17 (Winter 1979): 10-18. 
These estimates have been updated based on a 
1981 census of the industry and discussions 
with industry personnel.
4U.S. Department of Energy, "Estimates of 
Wood Consumption from 1949 to 1981,” 
(Washington, D.C.), August 1980. Throughout 
this report, home fuelwood demand is an 
estimate of expected consumption.
harvest in Montana for that period was 
just under 1.1 billion board feet per year, 
or approximately 2.9 million cords. To 
meet the projected industrial and home 
fuelwood demand for dead and waste 
timber it will be necessary to harvest an 
additional volume equal to 20 to 25 
percent of the last ten years’ annual 
sawtimber harvest. This is a considerable 
volume.
Supply
Is there wood available to meet this need? 
The demand for all or some of the 680 
thousand cords will be supplied by forest 
residue. This includes any wood fiber 
material in commercial forests that is not 
of high enough quality to be sawtimber.
It also includes small trees that will not 
be of sawtimber quality when mature.
Forest residue can be broken down into 
the following components, based on 
availability and removal costs:
•  Logging residue — dead wood or 
low quality green wood left over 
after logging operations
•  Small, live trees in overstocked 
stands
• Untreated slash from previous log 
ging operations
• Dead or other "cull” (low value) 
material on sites not scheduled for 
logging or stand improvement
If one looks at the total estimated 
volume of this dead and waste timber in 
Montana, the potential supply is enor 
mous and greatly exceeds the demand for 
nonsawtimber wood fiber. But when we 
begin to examine such factors as 
accessibility and cost, a seemingly infinite 
supply becomes much more limited. In 
fact, given conventional harvesting 
methods, there may not be enough wood 
fiber available to meet the demand in 
fairly large areas of the state.
Dead and waste timber material from 
current logging sites — logging residue 
— is the first choice of industrial users 
and one of the top choices of home 
firewood users. Let’s examine the supply 
available from that component and see if 
this supply is sufficient to meet statewide 
demand.
The Bureau of Business and Economic 
Research has made some rather detailed
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“To meet the projected industrial and home fuelwood demand for 
dead and waste timber it will be necessary to harvest an additional 
volume equal to 20 to 25 percent of the last ten yearsi  annual 
saw timber harvest
estimates of the volume of logging 
residue that might be available annually, 
at various costs, through conventional 
sawtimber harvesting techniques. Based 
on projected harvest levels, we estimated 
that nearly 840 thousand cords of logging 
residue, sound enough and large enough 
to be handled by conventional tech 
niques, should be available annually in 
Montana.5
Some of this would be too expensive to 
recover, but it appears that the statewide 
supply might be sufficient to meet 
statewide demand. There is one catch: 
unfortunately, the demand is not dis 
tributed geographically in the same 
fashion as supply.
Industrial demand for nonsawtimber 
wood fiber is centered in west central 
Montana. In fact, we estimate that 
approximately half the expected demand 
for forest residue in the state is in 
Missoula County and its surrounding 
area (figure 1). We estimate this demand 
to be 340 thousand cords annually, 
compared with the total statewide annual 
demand of 680 thousand cords. Of the 340 
thousand cords, approximately two-thirds 
will be needed by industrial users, with 
one-third by home fuelwood users.6
Missoula area users, both industrial 
and home, will require a larger share of 
the total wood fiber supply than users in 
most other timber-producing parts of the 
state. As a result, there is greater potential 
for conflict between users in western 
Montana. To satisfy their demand, Mis 
soula area users will be forced to incur 
higher removal and delivery costs since 
they’ll have to use those components of 
the forest residue resource that are more 
difficult to obtain.
Our estimates indicate that approxi-
5Charles E. Keegan III, The Cost and 
Availability of Forest Residue in the Northern 
Rocky Mountains (Missoula, Montana: Un 
iversity of Montana, Bureau of Business and 
Economic Research, 1981).
T h e  localized industrial demand was estimated 
from the Bureau’s Montana Forest Industries 
Data Collection System (unpublished data, 
1982). Localized home fuelwood demand is 
based on 1980 U.S. Census of Population data 
and user survey data obtained from The 
Montana Power Company.
mately 170 thousand cords of logging 
residue will be available annually, at a 
reasonable price, within a 100-mile haul 
distance of the major processors in 
Missoula County. In this case, we used 
$65 per cord as a cutoff price, a relatively 
high price considering the uses.
Expanding the haul distance might 
raise the total available to almost 240 
thousand cords. This is barely what 
industrial users expect to need, assuming 
they could get it all (which is unlikely). 
This leaves a shortfall of 100 to 120 
thousand cords. Evidently, then, in west 
central Montana the future demand for 
nonsawtimber wood fiber for industrial 
and home fuelwood use may exceed the 
readily accessible supply by a large 
amount.
In some other parts of the state the 
situation is similar, though on a smaller 
scale. For example, a number of forests 
located east of the Continental Divide 
have estimated firewood cuts well in 
excess of the commercial timber harvest. 
This may cause supply problems in the 
near future.
One way to solve this shortfall problem 
is to begin utilizing components of forest 
residue other than that currently available 
in the course of conventional logging 
operations. This would entail using 
harvesting techniques that, while not new
to the forest products industry, have not 
been commonly used in the northern 
Rocky Mountain area.
In Montana, the tendency lately has 
been to use more small stems from 
overstocked or improperly stocked stands.; 
Champion International is already utiliz 
ing relatively large volumes of small 
timber from thinning and stand conver 
sion operations to meet industrial 
fuelwood needs at its pulp and paper 
mill.
Implications for users and land 
managers
If it is not economically feasible to 
harvest small stems and other previously 
unutilized components of forest residue 
for fiber products and fuelwood, there 
may be some problems. The supply/de 
mand relationship will mean conflicting 
demand for a limited supply of wood 
fiber.
Home fuelwood users. First of all, what 
might happen on the home fuelwood 
side? No matter what is done to develop 
new harvesting technology, we expect 
that there will be a great deal more 
commercialization of home fuelwood 
harvesting.
Most of the firewood currently used is 
gathered with free use permits. Were
10 Wood for Fiber Products and Fuel/Charles E. Keegan III and Mary L. Lenihan
iMissoula area users, both industrial and home, will require a 
larger share of the total wood fiber supply than users in most 
other timber-producing parts of the state. As a result, there is 
greater potential for conflict between users in western Montana ”
landowners and managers operating 
strictly to maximize dollar returns, they 
would attempt to recoup as much of their 
land’s fuelwood value as they could. And 
we think this will happen, to a degree. 
However, the general feeling is that 
public relations and political factors will 
slow the rate of fuelwood commercializa 
tion on both public and industrial private 
lands. Free use or low-cost permit use, 
such as the recently announced $10 fee in 
certain sections of Northern Region 
National Forests, will probably continue 
| for some time.
Physical constraints may also lead to 
; increased commercialization of home
■ fuelwood. The supply of timber physical-
■ ly available to the home firewooder with 
I only a chainsaw and pickup will become 
| greatly reduced in some areas. As the
I firewooder finds that wood is becoming 
more difficult to gather, he will become 
more willing to pay for it. Whatever the 
reason, more and more commercialization 
r is coming and home fuelwood is going to 
i become more expensive, especially in 
f heavy use areas.
Industrial users. We expect that within 
the industry wood fiber costs will increase 
both for use as fiber and fuel. This will 
happen because more expensive com- 
j ponents of roundwood, such as small 
stems, will have to be utilized and because 
increased competition for mill residue 
will cause prices to increase. A benefit, 
though, is that sawmills will receive more 
revenue for their wood fiber residue.
• The present structure and normal 
operating levels of Montana’s forest 
products industry will probably be main 
tained if successful techniques are 
developed to harvest additional wood 
fiber economically. If little or only 
limited success is achieved, we foresee 
: potentially severe competition for 
; nonsawtimber roundwood.
This competition could lead to a 
| shortage of raw materials and resulting 
reduced operating levels in the pulp, 
paper, fiberboard, and particleboard 
sectors. In addition, the sawmills and 
houselog sectors of the industry might 
suffer as the pulp and paper industry and 
home fuelwood users compete for the 
lower quality sawtimber supply.
It is possible that we could see plant 
closures if new wood supplies are not 
developed. There are fiber product plants 
in the state with relatively low value use 
for wood fiber. These plants probably 
cannot afford to use any roundwood at all 
and may not be able to compete as mill 
residue prices increase. It’s possible, then, 
that one or more of these plants could 
close as their current wood fiber contracts 
expire.
An additional ramification of the 
supply/demand relationship concerns 
energy use. If the price of dead and waste 
timber increases, industrial users may 
find other fuels becoming more com 
petitive, despite recent price increases.
Land managers. Both public and 
private land managers should benefit 
from the upcoming demand for nonsaw 
timber roundwood. In Montana we have 
never had a consistent pulpwood market, 
let alone a home or industrial fuelwood 
market. Pulpwood has been harvested 
only in recession years. Commercial 
fuelwood harvesting has been low volume 
and sporadic. Now, in much of the state’s 
timber-producing region, we will have a 
substantial and consistent market for 
dead timber and small stems. This should 
allow many stand treatments that were 
not economically feasible in the past.
Despite some of these rather negative 
concerns, we are optimistic about the 
potential for more fully utilizing our 
forest residue resource. The wood fiber is 
there. The land management agencies, 
the forest products industry, and univer 
sities in this region have all given the 
problem high priority. We do want to 
point out, though, that in many parts of 
Montana increased utilization of forest 
residue is no longer just a matter of a 
wood fiber resource that is unutilized. 
Rather it is a matter of an increasing 
demand for wood fiber that will require 
new harvesting techniques to satisfy. □
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Employee Assistance and Employee 
Fitness Programs:
A Growing Trend in U.S. Business
ROBERT W. HOLLMANN
I n  the past decade U.S. firms have 
displayed an increased concern for the 
physical and emotional well-being of 
their employees. Evidence of this is the 
growing popularity of employee 
assistance programs (EAPs) and employer] 
fitness programs (EFPs).
The rapid growth of EAPs and EFPs 
can be attributed to a number of factors. | 
First, there has been increased emphasis J 
on “human resource accounting.” This a 
approach stresses the importance of 
employees as “assets” in which the 
organization has made a considerable 
investment via recruitment, selection, 
training, and development. Second, 
greater emphasis on firms’ social respon 
sibilities has made managers, employees, 
and the community more receptive to 
EAPs and EFPs. Third, the objectives of |  
EAPs and EFPs are consistent with the 
philosophy and objectives reflected in thel 
recent heightened concern with “quality | 
of life” issues. Fourth, these programs are - 
ways to ensure that employees remain on 
the job, while having low absenteeism, 
high productivity, and fewer health care ! 
claims. Last, the number of troubled 
and/or physically unfit employees and 
the resulting economic costs to employers I 
have become so great that many firms 
have decided to meet these problems head- 
on.
* Consider the following data relative to 
the United States:
• In the late 1970s, one study estimated 
that approximately 25 percent of the , 
U.S. work force had some type of 
mental, emotional, or personality 
problem.1
• A 1978 special report to the U.S. 
Congress estimated that there were 
9.3 to 10 million problem drinkers 
(including alcoholics) in the U.S. 
adult population, and another 3.3 
million problem drinkers in the 
fourteen to seventeen year-old range 
(representing close to 20 percent of 
all youth in that age group).2 Many 
of them are now part of the nation’s ! 
labor force.
• A 1979 estimate by the National 
Institute on Drug Abuse indicated 
that approximately 6 percent of the 
U.S. work force used drugs regularly.
'Joseph F. Follman, Jr., Helping the 
Troubled Employee (New York: Amacom, 
1978), p. 65.
2Ernest P. Noble, Ed., Third Special Report to 
the U.S. Congress on Alcohol and Health 
(Washington, D.C.: U.S. Department of 
Health, Education, and Welfare, 1978), p. 8.
One study found that 7 percent of the 
respondents were current drug users, 
with another 10 percent indicating a 
; previous drug history.* i3
• A 1975 study estimated that 
alcoholism and problem drinking in 
the U.S. cost $25.6 million in lost work 
production each day and another 
$22.7 million per day in health and 
medical costs. Abuse of drugs costs 
another $5.2 million in lost work 
production daily (all figures are in 
current dollars).4
• A 1980 study showed that premature 
deaths cost U.S. industry more than 
$25 billion every year, as well as 132 
million workdays of lost production. 
Heart disease causes 52 million lost 
workdays, while the common 
backache costs another $1 billion a 
year in lost production and $250 
million in worker’s compensation 
claims.5
What is an employee assistance 
program?
I An EAP is a planned, systematic program 
designed to provide professional 
I assistance to employees with alcohol, 
drug, emotional, or personal crisis (e.g.,
' marital, family, financial, legal) problems 
! that interfere with their job performance. 
These employees are often referred to as 
“troubled employees.” Research has 
found troubled employees at any 
organizational level, in any type of job, of 
either sex, of any racial or ethnic group, 
in any age category, and any religious 
preference. Also, marital status and 
parental responsibilities are likely to 
make little difference.
Approximately 2,000 EAPs were es 
tablished in U.S. business firms between 
| ! |||§  and 1978.6 A recent survey shows 
that of 106 major U.S. firms with EAPs,
; one-third of the programs had been in 
\ existence for one year or less and more 
than 50 percent were less than four years
’National Institute on Drug Abuse, Drug Use 
m Industry (Washington, D.C.: U.S. Depart- 
, ment of Health, Education, and Welfare,
i 1979), p. 17.
14Meeting America’s Needs (Washington, D.C.:
! P  s - Department of Health, Education, and 
Welfare, 1975), p. ii.
’“Employee Fitness: Corporate Philosophy for 
the 1980s,” Athletic Purchasing and Facilities
4 (July 1980): 12-13.
‘William J. Sonnenstuhl and James E.
O’Donnell, "EAPs: The Why’s and How’s of
Planning Them,” Personnel Administrator
25 (November 1980): 35.
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old. This study also found that the 
percentage of respondents providing 
specific types of assistance was as follows: 
alcohol rehabilitation, 100 percent; drug 
abuse, 99 percent; emotional counseling, 
94 percent; family and marital counsel 
ing, 91 percent; financial counseling, 87 
percent; legal counseling, 79 percent; and 
career counseling, 70 percent.7 EAPs are 
not restricted to business firms. Govern 
ment, higher education, and professional 
sports organizations have also begun 
successful programs.8
Employee assistance programs vary 
from organization to organization. Many 
firms have established programs that deal 
exclusively with one problem area, such 
as alcoholism or drug abuse. Others have 
developed more general EAPs to handle a 
wider range of problems, and it appears 
that these “broad brush” programs are 
gaining popularity today. While each 
organization is unique and its EAP 
reflects this uniqueness, most programs 
share some characteristics.
Overall philosophy. EAPs are usually 
characterized by a rehabilitative 
philosophy which recognizes that 
employees’ on-the-job and off-the-job 
lives are interdependent. Firms hire the 
“whole employee,” and personal 
problems, whether induced by work 
related or non-work related factors, can 
affect individual and organizational 
performance. These troubles require 
appropriate professional assistance to 
rehabilitate the employee and return 
performance to an acceptable level.
Written policy. The firm provides all 
employees with a policy statement 
describing the program and the specific 
procedures employees are to follow. 
Usually these policies describe the com 
pany’s position toward the problem areas 
covered, specify the rights and duties of 
both employer and employee, emphasize 
the positive by stressing treatment and 
rehabilitation, and encourage early 
problem diagnosis and treatment. Most 
firms review these policies regularly and
7Robert C. Ford and Frank S. McLaughlin, 
“Employee Assistance Programs: A Descrip 
tive Survey of ASPA Members,” Personnel 
Administrator 26 (September 1981).
8William G. Wagner, "Assisting Employees 
with Personal Problems,” Personnel Ad 
ministrator 27 (November 1982): 59-64; 
Richard W. Thoreson, Elizabeth Pascoe 
Hosokawa, and Wayne Talcott, “Reaching 
Distressed Faculty and Staff,” EAP Digest 2 
(September/October 1982): 31-35; and Maura 
A. Conlon, “Alcohol, Drugs and Pro Sports,” 
EAP Digest 2 (September/October 1982): 17- 
19.
update them when needed.
Focus on employee performance. These 
programs deal with problems affecting 
the employee’s job performance. Written 
records are maintained and workers are 
notified of performance deficiencies. The 
EAP is intended to help return the 
employee’s job performance to an accep 
table level. Threatening an employee 
with possible job loss if performance does 
not improve is known as “constructive 
confrontation,”9 and it tends to provide 
the incentive for most employees to use 
the EAP.
Professional assistance. All programs 
use “internal” or “external” medical 
and/or counseling personnel. The inter 
nal program uses the company’s own 
personnel, medical, or EAP staff. In the 
external program, the employee is 
referred to outside agencies and services 
that have been screened carefully. In 
between these two extremes are various 
combinations of internal and external 
approaches whereby employees receive 
internal assistance for some problems 
(e.g., financial or family counseling) but 
are referred to external professionals for 
other types of assistance (e.g., alcohol or 
drug rehabilitation). Most broad-brush 
EAPs use combinations of internal and 
external professionals.
Responsibilities. Responsibility for a 
successful EAP is shared. The primary 
responsibility for the program usually 
rests with the personnel department or 
the firm’s medical services department. In 
view of the focus on job performance, the 
employee’s immediate supervisor also 
plays a critical role in the program. 
Supervisors are responsible for iden 
tifying and documenting performance 
deficiencies and then referring employees 
to the EAP. However, EAPs also place a 
major responsibility on each employee to 
use the EAP as a vehicle for improving 
job performance. Generally speaking, 
performance deficiencies can only be 
corrected by the employee; when these 
deficiencies are pointed out by the 
supervisor, the employee must assume 
some responsibility for correcting them.
Confidentiality. Guaranteeing the con 
fidentiality of employees and their 
specific problems increases the chances 
they will use the EAP. Naturally, policy
9Harrison M. Trice and Paul M. Roman, 
Spirits and Demons at Work: Alcohol and 
Other Drugs on the Job, 2nd ed. (Ithaca, 
N.Y.: Cornell University, New York State 
School of Industrial and Labor Relations, 
1978), ch. 7.
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statements regarding confidentiality must 
be strictly followed throughout the 
organization, especially by the immediate 
supervisor.
Follow-up. Specific procedures follow 
up on each employee who uses the 
program. This follow-up checks on 
employee job performance, reaction to 
the EAP, and suggestions for improving 
the program.
Integrative EAPs. Some of the more 
sophisticated EAPs offer an integrative 
approach. The key to this approach is the 
recognition that troubled employees may 
have multiple problems that are related. 
For example, an employee’s drinking 
problem may be related to family and 
financial problems. Accordingly, this 
employee would receive not only 
assistance for his alcohol problem but 
also family counseling and financial 
guidance.
Preventive EAPs. This EAP approach 
focuses on internal research and in-house 
education. It entails the study of 
traditional indicators of low employee 
morale such as tardiness, absenteeism, 
complaints, requests for work assignment 
changes, and so on. The EAP staff then 
targets trouble spots and takes ap 
propriate action to prevent serious 
problems. Methods include in-house 
education techniques such as discussion 
groups, films, bulletin board postings, 
and special presentations and speakers.
How effective are EAPs?
The effectiveness of EAPs can be assessed 
by their impact on employers and on 
employees. Their relative newness makes 
long-term assessment difficult. However, 
preliminary findings for some programs 
have been quite encouraging.
The Gates Rubber Company has had a 
successful EAP since 1975. In its first year 
of operation, the program served 3 
percent of the employee population, 
absenteeism declined, and medical visits 
decreased substantially. The company 
realized more than a 3-to-l return on its 
investment. Over the years of program 
operation, medical visits to the company 
clinic decreased substantially, absenteeism 
dropped significantly, and employee ter 
minations decreased ten-fold.10
St. Benedict’s Hospital in Ogden, Utah, 
has also had success with its two-year-old 
program. The hospital determined that of
"Edwin J. Busch, Jr., “Developing an 
Employee Assistance Program,” Personnel 
Journal 60 (September 1981).
67 employees participating in the 
program, 51 had their problems resolved 
or showed marked improvement. Ad 
ditional data showed that approximately 
15 turnovers were avoided at a savings of 
$28,500 in replacement costs, $23,400 in 
unemployment compensation benefits 
was avoided, and insurance costs decreas 
ed by $22 per employee.11
Even more impressive results have been 
achieved in a program in Phoenix, 
Arizona. In 1980, the program counseled 
approximately 1,130 of the city’s 8,700 
employees with a 50 percent success ratio. 
Using the suggested figure that troubled 
employees cost at least 25 percent of their 
annual salary, and multiplying by the 
average annual city employee salary of 
$17,322, EAP staff calculated that the 
program is worth approximately $2.5 
million annually to the city — a very 
healthy return on the annual operating 
cost of $58,200.12
What is an employee fitness 
program?
Early organizational concern for 
employee health generally meant 
providing adequate insurance coverage 
for health “repair.” Employees had some 
peace of mind knowing that if they 
became ill, their medical expenses would 
be at least partly, if not fully, covered. In 
recent years, however, the tremendous rise 
in medical costs and medical insurance 
premiums have changed employer think 
ing significantly.
Instead of simply providing health 
insurance, many companies have added a 
preventative dimension, emphasizing the 
development and maintenance of more 
physically fit employees. While to some 
extent this shift represents an increased 
concern for the well-being of employees, 
it also reflects the belief that more 
physically fit employees will benefit the 
organization through reduced sick day 
usage, reduced absenteeism and turnover, 
improved productivity, and fewer health 
care claims (leading to reduced insurance 
premiums).
Employee fitness is “big business.” A 
1981 study estimated that more than
50,000 U.S. companies have some type of
"Joe H. Featherstone and Robert J. Bednarek,
"A Positive Demonstration of Concern for 
Employees,” Personnel Administrator 26 
(September 1981).
12Wagner, "Assisting Employees with Personal
Problems.”
fitness programs;13 over 400 major cor 
porations have extensive exercise 
facilities, including large gymnasiums.14 J 
The American Association of Fitness 
Directors in Business and Industry 
(AAFDBI) was started by 25 individuals I 
in 1975 and today has a membership of 
over 1,400.15 Even with so many programs] 
and individuals involved in the field, it 
appears that most programs can be 
classified into one of four major 
categories.
Simple recreation programs. The 
simplest of the EFPs, these programs are 
usually conducted after work hours and 
have voluntary participation with no pay j 
or benefit incentives. The company will 
usually encourage employee participation 
and may provide a very limited facility 
(e.g., small room with weight lifting 
equipment and/or room for exercising), j 
Other companies may contract or arrange. 
with local groups (e.g., YMCA, YWCA) j 
for facilities.
Basic exercise programs. These 
programs are more rigorous and systematic 
than the simple recreational programs. 
The program is usually voluntary, but in 
occupations requiring particularly high 
physical demands (e.g., fire fighters or 
police officers), participation may be 
mandatory. Fitness goals are established 
for participants, and a regular exercise 
program is scheduled. Employees exercise 
before, during, or after work hours. The 
company provides basic exercise facilities, 
and, in many cases, such “extras” as 
running tracks, elaborate weight rooms, 
basketball courts, tennis courts, racquet- 
ball and handball courts, lockers, and 
showers. Companies that can’t provide 
these facilities often sponsor local health 
club, spa, or YMCA/YWCA 
memberships. For example. Time, Inc. 
pays 80 percent of the annual charge for 
employees over the age of thirty-five who 
wish to participate in the professionally 
run exercise program at the Cardio- 
Fitness Center in New York.16
Like the recreation programs, exercise 
programs vary widely. The big difference
"Karen Debats, “Industrial Recreation 
Programs: A New Look at an Old Benefit, 
Personnel Journal 60 (August 1981).
"William Timmins, “Public Employee 
Physical Fitness Programs,” Public Per 
sonnel Management Journal 10 (Summer 
1981).
"“Employee Fitness: Corporate Philosophy for 
the 1980s,” p. 13.
16Greg Hoffman, "The Corporate Shape Up,” 
Women's Sports 1 (April 1979): 26.
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f between the two types is that the exercise 
program establishes a regular routine in 
order to help employees meet their 
. physical fitness needs in three key areas 
i; — cardiovascular, flexibility, and muscle 
\ strength. Also, it is more common to find 
6 that some systematic records are kept and 
\ employee progress is monitored. Of the 
four categories, programs in this group 
are probably the most common in 
business and industry today.
Rigorous fitness programs. These 
programs are very sophisticated and 
usually require the careful direction of 
physicians and well-trained exercise 
physiologists. They normally begin with 
.a very thorough medical/physical health 
examination that includes a complete 
medical history, a series of laboratory 
I tests, and a general physical examination.
: Once the medical staff evaluates the 
• results of these tests, a custom-tailored 
i exercise program is prepared for the 
participant.
The rigorous fitness program, jointly 
i prepared by the medical and physiology 
staff, consists of carefully selected goals 
! and a series of graduated exercises 
■ designed to improve the same three areas 
: previously mentioned — cardiovascular 
fitness, flexibility, and muscle strength — 
with the greatest emphasis on the car 
diovascular system. Participants are 
monitored periodically during the 
■program, and their progress is measured 
regularly. Some companies acknowledge 
achievement of goals through awards and 
other forms of recognition.
Companies with these rigorous fitness 
programs obviously make major com 
mitments of resources. In addition to 
maintaining the qualified staff, they will 
invest in expensive testing and monitor 
ing equipment along with elaborate 
exercise facilities.
Sentry Insurance in Stevens Point, 
Wisconsin, runs one of the leading 
|iprograms in the country. The company 
has built its own fitness center that 
includes a gymnasium for basketball, 
volleyball, badminton, karate, aerobic 
dance, and jogging; two raquetball 
icourts; a 25-meter swimming pool; an 
! indoor golf driving range; complete 
jlocker room facilities with showers, 
■saunas, and uniforms, including launder 
ing; classrooms; and a fitness laboratory 
that includes treadmills, stationary 
ybicycles, rowing machines, balance 
♦beams, flexibility bars and mirrors, and 
Nautilus machines. In addition, its 
outdoor facilities include jogging trails.
baseball fields, volleyball and tennis 
courts, and picnic and recreation areas.17
Complete health programs. Programs 
in this category are essentially total 
“wellness” programs. They include the 
complete testing and medically super 
vised exercise activities found in the 
rigorous fitness program category plus a 
wide range of other activities designed to 
promote the total health of employees. 
Among these are those focusing on stress 
management, proper nutrition and 
dietary counseling, smoking and alcohol 
abatement, coronary risk and obesity 
seminars, and CPR training.
The program at Sentry Insurance fits 
into this category, as does the model 
program at Kimberly-Clark Corporation 
in Neenah, Wisconsin. The comprehen 
siveness of the Kimberly-Clark program is 
reflected in its name — the Health 
Management Program. After completing 
the health screening/testing portion of 
this program, participants each receive 
their own medically prepared "health 
prescription.” It includes the exercise 
portion of the program combined with 
some of the previously mentioned non 
exercise activities felt to be necessary for 
the employee.18 This holistic approach 
represents the complete health manage 
ment approach.
Companies with such programs are few 
and far between, primarily because of the 
costs. For example, Kimberly-Clark’s 
Health Services Center, consisting of a
7,000 square foot multiphasic testing 
facility and 32,000 square foot physical 
fitness facility, cost $2.5 million when 
built in 1977. It is operated by a staff of 
forty full- and part-time people, in 
cluding two full-time doctors, six Ad 
visory Council doctors, twelve nurses, 
seven technicians, and numerous 
counselors and exercise specialists.19
Not all corporate programs are equally 
available to all employees. Eligibility 
varies from company to company, so it is 
not possible to describe any standard 
practice. Sometimes simple recreational 
and_basic exercise programs are available 
to all nonmanagement staff, while the 
rigorous fitness and complete health 
programs are for management personnel 
only. Other organizations make their
l7Richard J. Donahue, “Sentry Insurance: It’s a 
Dandy Place to Work,” The National 
Underwriter (September 26, 1981).
,8“Here’s One Program That Means Business,” 
Athletic Purchasing and Facilities 4 (July 
1980).
l9lbid.
program, whatever type, available to all 
employees. With respect to the program 
costs, some companies absorb all costs 
while others charge participants 
minimum fees.
How effective are EFPs?
As with EAPs, the long-term research on 
EFPs is limited due to their relative 
newness as well as the fact that many 
programs do not rigorously assess results. 
Nonetheless, two careful studies have 
provided some positive results. One 
Canadian study using experimental and 
control groups found significantly more 
positive results among those participants 
who consistently adhered to the regular 
exercise program. The data showed that 
among this “high adherence” group, 
absenteeism declined 42 percent to a level 
22 percent below the average for all other 
employees. Similarly, turnover was 1.5 
percent, whereas among other employees 
it was 15 percent.20
A study of 259 executives aged thirty- 
five to fifty-five at the National 
Aeronautics and Space Admnistration 
(NASA) headquarters showed that after 
one year of a three-times-a-week exercise 
program, the participants reported the 
following: half reported better job perfor 
mance and better attitudes toward their 
work; 93 percent said they felt better 
about their personal health; 89 percent 
reported improved stamina; more than 60 
percent lost weight; and 50 percent said 
they felt less stress and tension.21
It is very clear that U.S. organizations 
are showing more concern for the well 
being of their employees. While many of 
the EAPs and EFPs are found in larger 
companies that have the financial ability 
to support them, medium and small firms 
are also doing what they can with their 
limited resources. Collaborative programs 
or a cooperative program sponsored by 
several firms are not uncommon. Con 
tracting with health care and recreation 
specialists or organizations is also pop 
ular. These programs vividly indicate 
that many firms are taking a much more 
“holistic” view of their employees. □
20Mall Peepre, “The Canadian Employee 
Fitness and Lifestyle Project,” Athletic 
Purchasing and Facilities 4 (December 1980). 
21 “Employee Fitness: Corporate Philosophy for 
the 1980s,” p. 14.
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*A'he survival of many business enter 
prises during the 1980s and beyond will 
depend heavily upon their ability to adapt 
to the changing consumer environment. 
Several factors have affected changes in 
American consumer attitudes, life styles, 
and purchasing behavior. A brief look at 
some of the overall trends will provide 
some insight concerning the impact of 
these changes.
Demographic Factors
C hanging age m ix of the population
Dramatic shifts in the birthrate during this 
century have caused significant changes in 
the age mix of the population in the United 
States. Between 1930 and 1945 births were
unusually low because of the Great 
Depression and World War II. Between 
1945 and 1960, on the other hand, the 
country experienced a period of unusually 
high births, an era which is popularly 
known as the “post-war baby boom.” Since 
1960 the birthrate has rapidly declined. 
During 1980, for example, the birthrate per
1,000 population was 16.2. In 1960, it had 
been 23.7.
The baby boom, then, was a period of 
relatively high birthrates. By comparison 
with these high rates, the years both 
preceding and following had relatively 
depressed birthrates. So, situated as it is, the 
baby boom has had a tremendous impact 
upon our society during the time of its 
entire existence.
Baby boomers caused a huge baby 
market during the late 1940s through the 
1950s. They were the “flower children” of 
the 1960s who attended college in record 
numbers and caused the “youth trend” in 
America. Now, as the baby boomers grow 
older and have reached the twenty-five to 
thirty-four age groups, they are causing the 
median age of Americans to rise. The aging 
of this generation of Americans will be the 
single most important economic stimulant 
of the 1980s.
In the past few years the number of births 
has risen considerably, but indications are 
that the birthrate (the number of births per 
female) will remain stable. The current 
“mini-boom” is due to the rapid increase 
in the number of women entering their 
childbearing years. This is a consequence
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“The baby boomers are expected to affect especially such key 
segments of the economy as housing, furniture, appliances, apparel, 
autos, and financial services.”
of the original post-war baby boomers 
growing into adulthood.1
This changing age mix in a society 
dominated by the aging post-war baby 
boom has resulted in a number of changes 
in American business strategy. Companies 
that previously specialized only in baby 
products have had to diversify. Gerber, for 
example, has dropped the word “only” 
from its long-used slogan, “Babies are our 
only business.” The baby boomers are 
expected to affect especially such key 
; segments of the economy as housing, 
furniture, appliances, apparel, autos, and 
financial services.
More mature faces now appear in ads for 
• make-up and cosmetics. Levi Strauss & Co. 
caters to this older market and has started to 
sell pairs of new wider jeans “cut to fit a 
; man’s build with a little more room in the 
: seat and thigh.” Mattel also has switched 
| its emphasis to more “adult” forms of 
entertainment such as video games, and 
many manufacturers of breakfast cereals 
have changed their cereal market to cater to 
adult tastes and trends. Cap’n Crunch, 
Franken-Berry and Count Chocula are 
I now joined on supermarket shelves, for 
| example, by Most, Smart Start and Corn 
Bran.
[ More women in the work force
Between 1900 and 1940 the proportion of 
women in the labor force rose from 20 to 26 
percent. From 1940 to 1980, the proportion 
more than doubled, from 25 to 52 percent. 
By almost all forecasts, this upward trend is 
expected to continue, though at a slower 
rate. This increased labor-force participa 
tion of women is also an important 
demographic factor affecting consumer 
■life styles.
The increase in the number of working 
women means that there now is a substan 
tial proportion of families with two wage 
learners. Companies will have to change 
itheir marketing strategies to reach these 
Ibusier and relatively more affluent 
households.
‘For a specific look at the changing age structure 
and other demographic characteristics of Mon 
tana’s population, see Paul E. Polzin, “The 
Local Outlook: Billings, Great Falls, Helena, 
and Missoula,” Montana Business Quarterly 21 
(Spring 1982): 15-18.
Convenience and luxury items are 
expected to be much more attractive to this 
consumer segment. Foods that require 
short preparation time at home will grow 
in demand, along with convenience 
appliances. Fast food sales will continue to 
increase. One relatively new enterprise in 
this field, for example, is fast gourmet food 
that can be picked up "to go” and served as 
an elegant meal at home. Working women 
also represent a positive factor in the 
market demand for other goods and 
services such as automobiles, convenience 
shopping outlets, and life insurance.
Smaller families
Several factors combine to account for the 
general decrease in the size of families. One 
already discussed has been the declining 
birthrate. Daniel Yankelovich, a noted 
public opinion pollster, has suggested that 
this trend toward fewer children may be 
due to changing values and today’s reduced 
emphasis on family and children. In a 1981 
article he stated that "In the 1950s married 
young women who did not want babies 
were reluctant to admit it. Now I often 
encounter the reverse situation in inter 
views: many young women deny any 
interest in having babies; they admit to 
harboring a ‘curiosity’ about the ex 
perience of childbirth and mothering only 
if pressed.”
Two other factors resulting in smaller 
families are a trend toward the postpone 
ment of marriage and the continually 
increasing divorce rate. The proportion of 
women aged twenty to twenty-four who 
had never married was about twice as large 
in 1980 as in 1960 (50 percent compared to 
28 percent). The divorce rate went from 2.2 
per 1,000 population in 1960 to 5.4 in 1979.
The advent of smaller families is likely to 
have an impact on several areas of the 
consumer market. A primary focus of this 
impact will be on the duplication of goods 
and services needed to serve the greater 
number of smaller families. General 
Electric, for example, is putting its new- 
product emphasis on compact appliances 
designed for smaller living quarters. This 
trend has obvious implications for 
household furniture and other 
"necessities” of the average home today, as 
well. The housing market will also be
affected, with a trend toward greater 
numbers of smaller units, more multiple 




Understanding the current population 
concentration areas in the United States is 
important in determining product lines, 
but perhaps even more important is an 
understanding of the population shifts 
now taking place and the potential they 
have for dramatically altering the present 
picture. These population shifts will have 
an impact on the changing life styles and 
purchasing patterns of consumers.
The move to the "Sun Belt” has been of 
more significance than most people realize. 
Nearly all of the nation’s growth in the 
1970s was in the South and West. Three 
states — California, Texas, and Florida — 
accounted for 42 percent of the total gain in 
U.S. population. The South grew by 15 
percent to 72 million people, and now 
represents about one-third of the nation’s 
population.
The biggest proportional gain was 
registered by the Rocky Mountain states, 
up by nearly a third between 1970 and 1980. 
Montana had a sizeable gain, about 13 
percent, but this was not nearly as large as 
the increases in the other western states.
These geographic population shifts 
cause changes in life styles and purchasing 
behavior. One example is changes in 
clothing purchases. In Florida and the 
Southwest, bright warm colors tend to be 
preferred, whereas grays and more drab 
colors tend to predominate in New 
England and the Midwest. As the popula 
tion of the Sun Belt grows, the demand for 
products such as patio furniture, swim 
ming pools, air conditioners, sports 
clothes, and other warm-weather equip 
ment will also increase. And some studies 
have indicated that there are purely 
regional differences in purchasing 
behavior for items used nationwide.
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“Today’s consumers are better educated than ever before. They are 
more demanding and sophisticated in their product choices.”
Population shifts from cities to 
suburbs and small towns
The movement of people from cities to the 
suburbs is a continuing process, although 
the pace is slower than it was immediately 
after World War II. Between 1970 and 1980 
the number of individuals living in the 
suburbs expanded by 18 percent, accoun 
ting for 60 percent of the total metropolitan 
population, while the overall U.S. popula 
tion grew by only 11 percent. On the other 
hand, the population of the nation’s cities 
was about the same in 1980 as in 1970.
There are substantial differences in the 
demographic and socioeconomic 
characteristics between those who move to 
the suburbs and those who stay in the 
central cities. The family that moves to the 
suburbs tends to be younger, have more 
children, a higher level of education, and 
generally more affluence than the one that 
remains in the city.
An almost unnoticed and very recent 
trend has been the resurgence of growth in 
the small towns. Some rural counties are 
growing faster than metropolitan counties. 
This growth was especially evident in the 
West, where nonmetropolitan areas in 
creased in total population by almost a 
third during the 1970s. Such factors as the 
relocation of industry to once remote areas, 
the greater ease of commuting, the growth 
of retirement havens, and the desire for 
quieter surroundings are often cited 
reasons for this return to a more rural 
setting.
Retailers and service industries have 
taken advantage of these trends by offering 
decentralized shopping centers, detached 
banking facilities, and local services. 
Kresge, for example, is opening “mini” K- 
marts in towns of 8,000 to 15,000 in 
population in order to reach consumers in 
these less populated areas.
Socioeconomic Factors
Education
Today’s consumers are better educated 
than ever before. They are more demand 
ing and sophisticated in their product 
choices. They are more alert to quality, 
packaging, advertising, warranties, sales 
assistance, and marketing policies. Their
tastes are different. Better educated con 
sumers tend to spend somewhat more on 
clothing, home furnishings, medical and 
personal care, entertainment, and travel. 
Education makes a difference not only in 
terms of what people buy, but also on what 
brand is selected.
Income
The number of families in the affluent 
income brackets increased dramatically 
during the 1970s. This higher income 
group is an important target for a wide 
variety of quality goods and services. Such 
items as boats, stereo equipment, gourmet 
foods, cars, travel, and second homes are 
part of this growing market. As these 
upper-income brackets continue to ex 
pand, many industries that produce higher 
quality and expensive items will flourish.
To meet these changing consumer needs, 
many American businesses will have to 
change. New product lines, new adver 
tising techniques, and different marketing 
strategies are just a few of the responses that 
may be needed. Those firms that recognize 
these shifting consumer patterns will be 
more likely to be the success stories of the 
1980s. I f
18 Factors Influencing Changing Consumer TrendsA4aron Andreason
The Montana Poll is cosponsored 
by the Great Falls Tribune and the 
Bureau of Business and Economic 
Research, University of Montana.
The quarterly Poll, conducted by the 
Bureau and directed by Susan Selig 
Wallwork, is based on a minimum of 
400 telephone interviews with 
Montanans aged eighteen and older. 
The interviews are conducted by 
Bureau interviewers from its offices 
on the University campus in 
Missoula. Telephone numbers are 
randomly generated by computer, 
using the Bureau’s random digit 
sampling program, and the 
interviewers then use a second 
random sampling procedure to select 
the person in the household to be 
interviewed. This procedure 
: eliminates interviewer choice in 
[; selecting the respondent and assures 
selection of a representative sample.
Distribution of the sample based 
f on age, sex, residence, employment
Susan Selig Wallwork is Research 
Associate, Bureau of Business and 
Economic Research, University of Mon 
tana. She is Director of the Montana 
I  Poll, and is in charge of all Bureau 
I survey research.
status, and income compare favorably 
with available data on the state 
population and, thus, the Poll results 
are considered to be representative of 
Montana’s actual adult population.
As with all sample surveys, the 
results of the Montana Poll can vary 
from the opinions of all Montanans 
because of chance variations in the
Mary L. Lenihan is Editor, Bureau of 
Business and Economic Research, Un 
iversity of Montana, Missoula. She is 
Associate Director of the Montana Poll.
sample. With a minimum statewide 
sample of 400, the overall results are 
subject to a margin of error of five 
percentage points either way, 95 
percent of the time, because of chance 
variations. That is, if one talked to 
all Montanans with phones during 
the survey period, there is only one 
chance in twenty that the findings 
would vary by more than five 
percentage points. Findings for 
smaller groups of respondents within 
the overall sample (subsamples based 
on age, sex, residence, income, etc.) 
are subject to a somewhat higher 
margin of error, which would vary 
depending on the size of the 
respective subsamples.
Of course, Montana Poll results 
could also differ from other polls 
because of differences in the exact 
wording of questions, different 
interviewing methods, and 
differences in when the interviews 
were conducted.
Nicole Flemming is Assistant Editor, 
Bureau of Business and Economic 
Research, University of Montana, Mis 
soula.




Montanans’ Message to the 1983 Legislature: 
Listen to Us but Don’t Expect Us to Get Involved
M o s t  Montanans are at least slightly 
confident that the 1983 Montana 
Legislature represented the best interests 
of all citizens. But Montanans also admit 
a general lack of involvement in the 
legislative process and seldom make their 
opinions known to legislators.
Poll results show an overwhelming 
majority of those interviewed think their 
personal opinions warrant a great deal of 
attention from their elected represen 
tatives. But during the 1983 session few 
contacted their legislators or belonged to 
a group that actively tries to influence 
legislation. In fact, a large majority of 
Montanans cannot name their own state 
representative or senator.
Montanans’ opinions about the 
legislature were surveyed in March while 
the legislature was still in session. The 
Poll is based on 433 interviews with 
Montanans aged 18 and over.
About 56 percent of those polled said 
they were moderately confident the 
legislature fairly represented the interests 
of all Montanans. Another 26 percent said 
they were only slightly confident. Very 
few Montanans expressed either complete 
confidence or no confidence at all in the 
legislature’s representation of con 
stituents (table 1).
Those polled were more divided as to 
whether Montana’s legislators put the 
welfare of the state ahead of party politics 
and personal political advantage. Forty 
percent were moderately confident law 
makers are thinking of the state first.
Only 3 percent were completely confi 
dent.
At the same time, 35 percent said they 
were only slightly confident in the ability 
of the current legislators to rise above 
party politics and personal advantage. 
Twelve percent expressed no confidence 
at all.
Montanans were not highly com 
plimentary of the legislature’s overall 
performance this session, but they were 
not extremely critical, either. On a scale 
of poor to excellent, most Montanans 
(about 40 percent in each case) said the 
legislature was doing either a good or fair 
job (table 2).
Again, very few of those polled strayed 
from the middle to say the legislature did 
either an excellent or a poor job.
Montanans’ sentiments regarding the 
job performance of representatives and 
senators from their own districts were 
slightly more positive. About 47 percent 
said their legislators were doing an 
excellent or good job, while 38 percent 
rated them as doing a fair or poor job.
Republicans and Democrats differed 
only slightly in their assessments of their 
own legislators. Republicans were 
relatively more positive than negative.
•  An overwhelming majority of 
those interviewed think their 
personal opinions warrant a 
great deal of attention from 
their elected representatives.
•  Montanans were not highly 
complimentary of the 
legislature’s overall perfor 
mance, but they were not 
extremely critical, either.
•  More than 70 percent of Mon 
tanans don’t know who their 
own state representative or 
senator is.
• The Poll results indicate that 
most Montanans simply do not 
get involved in the legislative 
process.
while Democrats were almost evenly 
divided in their assessments.
Only 12 percent of those polled said 
they didn’t know what kind of job their 
own legislators were doing, a surprisingly 
low figure considering more than 70 
percent of Montanans don’t know who 
their own state representative or senator 
is.
About half of those polled said outright 
they did not know the name of their state 
senator or state representative. At best, no 
more than 30 percent were able to 
correctly name one or both of their own 
legislators. And a few of these confused 
their senators with their representatives.
(The actual percentage of Montanans 
who know their legislators may be even *3 
lower. Counties may contain several 
legislative districts, and Poll respondents 1 
are classified only by county of residence J 
and not by legislative district.)
When asked to name their state 
legislators, quite a few Montanans named 1 
members of the U.S. Congressional 
delegation — Senators Baucus or 
Melcher, or Representatives Marlenee and 
Williams. And a few others were able to 
name someone who actually is a state 
senator or representative, but from a 
different county.
While Montanans overall are not very 
aware of the identities of their legislators, 
some Montanans are more knowledgeable 
than others. In particular, Republicans, 
Montanans over the age of thirty-four, 
and those who voted in November 1982 
were significantly more likely to know 
who their legislators are than were their 
respective counterparts — Democrats, 
younger persons, and non voters. Also, 
awareness appeared to increase with 
involvement in the legislature. Mon 
tanans who were more involved with the , 
legislature — those who had contacted a j 
legislator, attended a hearing, or visited 
the session — were more likely to 
correctly name their legislators than were ; 
those with little or no involvement.
Still, Montanans feel quite strongly 
about legislators reflecting their con 
stituents’ opinions when deciding how to , 
vote on an issue. When asked how much j 
attention their legislators should give to i 
the opinions of people in their district, a ] 
resounding 75 percent of those polled 
said a great deal. Another 19 percent said * 
a moderate amount. Those two figures 
combined show almost unanimous agree-, 
ment among Montanans that a 
legislator’s vote should reflect the con 
stituents’ opinion (table 3).
Montanans also feel legislators should 
note the opinions of the governor, 
political party leaders, and special in 
terest groups when deciding how to vote, fj 
but to varying degrees.
Apparently, the governor’s opinion on ; 
an issue should be important to
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legislators. Almost three-quarters of Mon 
tanans said the position taken by the 
governor warrants at least a moderate 
amount of attention when an issue comes 
to a vote. Less than a fourth said 
legislators should pay little attention to 
or ignore the governor’s opinions.
Democrats stressed the importance of 
the governor’s opinions somewhat more 
than Republicans, but about two-thirds 
in each case agreed the governor deserved 
a moderate amount or great deal of 
attention.
Regarding the opinions of special 
interest groups and political party 
leaders, roughly 60 percent of Montanans 
in each case said legislators should pay at 
least a moderate amount of attention to 
their views. But less than 20 percent felt 
either group’s opinions warrant a great 
deal of attention, and about a third in 
each case said the opinions of these 
people should receive little or no atten 
tion.
Democrats were more likely than 
Republicans to say political party leaders 
should be listened to. Sixty-four percent 
[of the Democrats polled said the opinions 
|of party leaders should receive at least a 
moderate amount of attention. Fifty 
percent of the Republicans felt that way.
Although they think legislators should 
consider other opinions, Montanans 
think they should also rely largely on 
their own judgment when it comes to 
deciding how to vote on an issue. Over 75 
percent of those polled said legislators 
should pay at least a moderate amount of 
attention to their own opinions.
Regardless of what Montanans say 
about their expectations of their 
legislators, the Poll results also indicate 
that most Montanans simply do not get 
involved in the legislative process.
Talking over legislative issues is as far 
as many Montanans go regarding the 
legislature. And over half of those polled 
said they hadn’t even done that (table 4).
From a list of six activities ranging 
from discussing the issues among friends 
to actually visiting the legislature, Mon 
tanans identified what they have done 
jsince the legislature went into session on 
January 3.
I Forty-six percent of those polled said 
they had discussed legislative issues with 
friends and relatives. Fifty-four percent 
'said they had not.
There was even less involvement in the 
remaining activities. Only 16 percent of 
Montanans had attended a meeting at 
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About 22 percent of those polled said 
they belonged to a group that tries to 
influence legislation. Twenty-four per 
cent also said they had actually contacted 
a legislator to express an opinion on an 
issue. But no more than 6 percent in each 
case had attended a legislative committee 
hearing or visited the legislature in 
Helena.
Montanans more involved with the 
legislature — those who had contacted a 
legislator, attended a hearing, or visited 
the legislature — generally were much 
more negative about the legislature’s 
performance this session.
They handed out significantly lower 
ratings to the legislature overall than did 
those with little or no involvement, who 
were more evenly divided in their 
assessments. As to their own legislators, 
while the criticism was less pronounced, 
they were still less positive in their ratings 
than were the others. □
Table 4
SUSAN SELIG WALLWORK
How Montanans are Faring in the Battle 
with Unemployment
O n e  Montanan in five and one out of 
four Montana households were hit by 
unemployment or layoff at some time 
between March 1982 and March 1983. In 
most of those cases, the head of the 
household was directly affected. And 
some workers — most notably, young 
people, persons with less formal educa 
tion, and blue collar workers — were 
affected more often than others.
The serious unemployment problem 
during the past year has led some to 
compare this recession with conditions 
during the Great Depression of the 1930s. 
But Poll analysts point out that such 
comparisons are not entirely appropriate, 
either nationally or in Montana.
Many Montanans have suffered finan 
cially and psychologically, but un 
employment in the state during this 
recession has not approached the very 
high levels of the 1930s and it has usually 
been of shorter duration. As the Poll 
indicates, many of the households that 
had an unemployed worker also had 
another wage earner. Two-earner 
households were rare in the 1930s, and 
there are more adequate unemployment 
insurance programs today.
•  One Montanan in five and one 
of four Montana households 
were hit by unemployment or 
layoff between March 1982 and 
March 1983.
• Some groups of Montanans — 
younger people, persons with 
less formal education, and blue 
collar and service workers — 
were more likely to be affected 
than others.
•  Of those Montanans in the 
labor force, about 89 percent 
were actually employed at the 
time of the Poll.
Unemployment experiences 
since March 1982
Montana households. According to the 
Poll, among the roughly 284,000 
households in the state, about one-fourth 
(26 percent) had a household member 
unemployed or temporarily laid off for a 
week or more at some time between
'March 1982 and March 1983. Among 
those households, about one in five had 
more than one member unemployed. The 
rest of the households either did not 
experience such unemployment (54 per 
cent) or had no members in the labor 
force (20 percent). Most of the households 
in the latter group consisted of retired 
persons (table 1).
In two out of three of the households 
hit by job loss or interruption (about 18 
percent of all Montana households), the 
head of the household was out of work at 
some time during the twelve-month 
period. But, at the time of the Poll, about 
a third of the unemployed household 
heads were in households that had more 
than one wage earner.
Not surprisingly, household income 
was lower for those households affected 
by unemployment or layoff. For those 
households, the median (middle) income 
from all sources in 1982 was about 
$20,000. That was 17 percent below the 
median of approximately $24,000 for 
households not experiencing unemploy 
ment or layoff. (This calculation does not 
include retired households and others 
that are not involved in the labor force.)
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The I9S3 session ojj the Montana Legislature began on January 
third. Since then, have you . . .
Yes No
Tdiked with intends on. relatives 
about any leg isla tive  issues? kb% Sh%
Attended a meeting a t which 
leg isla tive  issues were discussed? 16% Bh%
Belonged to a gnoup tha t was on. is  
actively toying to influence
legislation?  22% 78%
Contacted a legislaton to expness 
your opinion on an issue? Zk% 78%
Attended a leg isla tive  committee 
heading? - 3% 97%
Visited the Legislature in  Helena? 6% 9h%
Note: Percentages may not to ta l  100 because o f rounding and
omission o f m iscellaneous responses.
Among households at the high end of 
the scale, with incomes over $35,000 in 
1982, only one in ten had a member 
unemployed or laid off, compared to 
about three in ten among all the lower 
income groups.
Individual Montana workers. Among 
all Montana workers, about 25 percent 
said they had been unemployed or 
temporarily laid off for a week or more at 
some time during the twelve-month 
period. Poll results also indicated that 
some groups of Montanans in the labor 
force — younger people, persons with less 
formal education, and blue collar workers 
and service workers — were more likely to 
be affected than others (table 2).
Although women generally report 
higher unemployment rates than men, a 
slightly higher proportion of men (26 
percent) than women (22 percent) ex 
perienced some unemployment or layoff 
between March 1982 and March 1983.
Among specific age groups and educa 
tional levels, the experience followed 
| the usual patterns. Younger people 
had the highest proportion of layoffs, 
j  Almost a third of those between the ages 
i of eighteen and twenty-four were affected, 
compared to about one-fourth of those 
' between the ages of twenty-five and forty- 
four, and less than one-fifth of those over 
the age of forty-five.
About 50 percent of Montana workers 
who are not high school graduates 
experienced unemployment or layoff for 
some period during the twelve months 
prior to March 1983. Among high school 
| graduates the figure was 29 percent. 
Among those with some college educa 
tion it was 16 percent.
There were also some occupational 
winners and losers. Among respondents 
who were employed at the time of the 
Poll (March 1983), about one-third of 
those in the blue collar trades said they 
! had been unemployed or laid off for a 
: week or more during the twelve-month 
period.
Those in the service occupations were 
the next hardest hit, with about one-fifth 
saying they had been unemployed or laid 
joff. By comparison, white collar workers 
escaped almost unscathed with only one 
I in ten directly affected. These experiences 
•reflect trends being seen throughout the 
nation. White collar occupations for the 
most part have continued to expand,
1 while the numbers of blue collai 
i°ccupations have been shrinking.
Table 2
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Employment situation as of 
March 1983
Montana households. Over 70 percent 
of all Montana households had at least 
one employed member at the time of the 
Poll. And 40 percent of the households 
had more than one wage earner.
Only 3 percent had no earners at all 
because working-age members were un 
employed or laid off. The rest (about 19 
percent) were primarily retired person 
households and student households.
Among husband-wife family 
households, about 52 percent had more 
than one worker. They accounted for 
about nine out of ten of all the multiple- 
earner households.
Very few heads of households — only 
one in ten — found themselves un 
employed or laid off at the time of the 
Poll. Seven in ten were employed, and the 
rest were not in the labor force. In most of 
the cases where the household head was 
unemployed as of March 1983, another 
person in the household had a job (table 
3).
Almost half the households headed by 
men had more than one wage earner and 
only about 15 percent had none. By 
contrast, only about 13 percent of 
households headed by women had more 
than one wage earner. Almost half had no 
wage earners at all.
Individual Montana workers. Among 
adult Montanans, about 72 percent were 
in the labor force — that is, they were 
either employed, unemployed and look 
ing for work, or temporarily laid off. The 
percentage for males was about 85 
percent, while the participation rate 
among adult females was about 62 per 
cent.
Labor force participation rates among 
specific age groups reflect usual patterns 
of declining participation in later years. 
Among those between eighteen and forty- 
four years of age, about nine in ten were 
in the labor fo rceg  compared to about 
seven in ten among those aged forty-five 
to sixty-four, and only one in ten among 
those sixty-five years of age and older.
Of those Montanans in the labor force, 
about 89 percent were actually employed 
at the time of the Poll. Employment rates 
(employment as a percentage of the labor 
force in each group) show distinct 
patterns by age and education. The rate 
of employment increased with age and 
with years of formal education. Among 
males and females, while their labor force 
participation rates differed significantly.
their employment rates did not — about 
nine in ten in each group (in the labor 
force) were employed.
Some Montanans work at more than 
one job in order to make ends meet. 
Among those employed as of March 1983, 
15 percent were working at two or more 
jobs.
About three out of four workers were 
employed on a full-time basis (averaging 
thirty-five hours a week or more), while 
about 23 percent were working at part- 
time jobs. Almost a third of the female 
workers were in part-time jobs.
The other “players” in the labor force 
picture, of course, are those without 
employment. Among those in the labor 
force in March 1983, about 10 percent 
were without employment. Nine percent 
were unemployed, and another 1 percent 
were temporarily laid off. About a fifth 
had been unemployed or laid off a total 
of three months or less, about a third for 
a total of four to six months, and the rest 
had been without employment for more 
than six months. Roughly one-fourth had 
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The Bureau of Business and Economic Research is the research 
branch of the University of Montana’s School of Business 
Administration. Located on the University of Montana campus at 
Missoula, the Bureau has pursued research in business and economics 
for more than thirty years.
The Bureau’s purpose as a public agency is to serve the general 
public, as well as business, labor, and government. To meet this goal 
the Bureau is regularly involved in a wide variety of research activities, 
including economic analysis, survey research, and data collection. Most 
of these research results are published in the Montana Business 
Quarterly.
In the past few years the Bureau has expanded its research efforts in 
several areas, including survey research, the forest products industry, 
and local economic analysis. The Montana Poll, a quarterly opinion 
poll cosponsored by the Great Falls Tribune, is the Bureau’s newest 
survey research venture. The Poll collects information from Montana 
on a variety of economic and other current issues.
Research on the forest products industry has always been an 
important mainstay of Bureau operations, but recently the focus has 
moved from just the Montana industry to include other western states 
including Wyoming, Idaho, and Oregon. The Forest Industries Data 
Collection System, a 100 percent survey of all the forest products firms 
in a particular state, is one of the ways the Bureau obtains data on the 
industry.
The Bureau’s regular series of Economic Outlook seminars, stressing 
local area economic analysis, also has grown in popularity. Beginning 
eight years ago in four Montana cities—Missoula, Helena, Great Falls, 
and Billings—the seminars now also travel to Butte and Kalispell.
Readers of the Montana Business Quarterly are welcome to comment 
on the MBQ request economic data or other Bureau publications, or to 
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